Pace Student, vol.8 no 8, July, 1923 by Pace & Pace
University of Mississippi
eGrove
The Pace Student Accounting Archive
1-1-1923
Pace Student, vol.8 no 8, July, 1923
Pace & Pace
Follow this and additional works at: https://egrove.olemiss.edu/acct_pace
Part of the Accounting Commons, and the Taxation Commons
This Article is brought to you for free and open access by the Accounting Archive at eGrove. It has been accepted for inclusion in The Pace Student by
an authorized administrator of eGrove. For more information, please contact egrove@olemiss.edu.
Recommended Citation
Pace & Pace, "Pace Student, vol.8 no 8, July, 1923" (1923). The Pace Student. 100.
https://egrove.olemiss.edu/acct_pace/100
Pace Student
Vol. VIII New York, July, 1923 No. 8
OYALTY—what is it? We define the term as devotion to the 
interests of another—a friend, a sweetheart, or a wife; or de­
votion to the interests of an ideal or an organization—a polit­
ical party, a business enterprise, or one’s country. No sweeter 
or more wholesome word have we in all the reaches of our 
mother tongue—a word that expresses constancy, honesty, 
self-sacrifice, affection, and devotion.
Loyalty is a reciprocal quality that knits and holds together the modern 
business organization. The organization seeks men and women who can be­
come interested in its aims, in its procedures, and in its product, and who 
can work whole-heartedly with their official superiors and with their associ­
ates. In short, it seeks men and women who have loyalty, potential or de­
veloped.
The employee, on the other hand, seeks to associate himself with the 
business organization that is loyal to its employees—the organization that 
honestly endeavors, in the wage scale, in salary adjustments, in profit distri­
bution, and in educational and other welfare work, to apportion returns on 
the basis of the effort contributed by each worker. In fine, the employee de­
sires to work with the organization that loyally seeks to promote his interests.
Cultivate loyalty as part of your business education. When the temp­
tation arises—and it will arise, times without number—to criticise adversely 
your organization, your department, your chief, or your associate, for the 
mere sake of airing a supposed grievance, don’t do it—be loyal. Focus your 
energies and your interest and your hopes on the task in hand and on the 
organization of which you are a part, to the exclusion of competing and dis­
tracting ideas—ideas that stifle your development and retard your advance­
ment. Loyalty to a task or to a chief has carried many a man over dan­
gerous vocational crises, and led him into a position of responsibility. Nur­
ture and develop this fundamental quality of friendship and success—loyalty, 
whole-hearted loyalty—in order that the wholesomeness of its qualities may 
brighten and better your life.—From The Pace Student, February, 1916.
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Housing for Accountants
Lybrand, Ross Brothers & Montgomery Occupy Entire Floor of 
110 William Street, New York City
Lybrand, ross brothers & mont­GOMERY, accountants and auditors, main­tain their own offices in the largest cities of 
the United States—New York, Philadelphia, 
Chicago, Boston, Pittsburgh, Washington, Detroit,
facilities for Accountancy study, and compare them 
with the study opportunities which are available 
to young accountants to-day. In a history of the 
firm of Lybrand, Ross Brothers & Montgomery, 
which is to be published shortly in a special number
LOOKING SOUTHWEST FROM THE OFFICE
Cleveland, and Seattle. Agencies are maintained 
in other cities as well as in London, England. It 
is our privilege to present photographs and de­
scriptive material which will show how this firm 
has solved its housing problem in New York City.
A word about the organization of the firm of 
Lybrand, Ross Brothers & Montgomery is of inter­
est. The original partnership was formed on 
January 1, 1898. The firm at that time consisted 
of William M. Lybrand, T. Edward Ross, Adam A. 
Ross, and Robert H. Montgomery. All these men 
had been associated for some time with the late 
John Heins, in his day, one of the leading public 
accountants in Philadelphia. It is interesting to 
look back at that time and note the dearth of
of the L. R. B. & M. Journal, there is this inter­
esting note about study opportunities for young 
accountants in Philadelphia thirty or more years 
ago: “There were at that time no accounting schools 
or business journals as we now understand them, 
and although some books had been written designed 
to teach the principles of bookkeeping, even these 
were few in number. Much of what was learned 
was acquired in the hard school of experience— 
often, it was a case of ‘sink or swim,’ and to prepare 
statements and reports for Mr. Heins’s inspection, 
much midnight oil was burned. In that school, the 
pupils either developed rapidly or were dropped.” 
Each of the original partners in the present firm 
of Lybrand, Ross Brothers & Montgomery de-
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veloped with unusual rapidity un­
der Mr. Heins’s close direction, and 
was ultimately taken into partner­
ship by Mr. Heins.
When the firm of Lybrand, Ross 
Brothers & Montgomery was or­
ganized, on January 1, 1898, it was 
naturally necessary to secure office 
space in which to conduct the ac­
tivities of the newly organized firm. 
The first office consisted of two 
small rooms in the Stephen Girard 
Building on Twelfth Street, Phila­
delphia. There was not much fur­
niture in this office. A few pieces 
had to suffice. There was one roll­
top desk for the four members of 
the firm, while one high standing 
desk was entirely adequate for the 
staff members. Among the pieces 
of furniture in this first office was 
an oak bookcase, made by one of 
the first clients of the firm. This 
bookcase is still in active service in 
the New York office. It is repro­
duced in one of the accompanying 
photographs.
Following the war with Spain, 
there was a marked increase in bus­
iness activity all over the United 
States. The result was soon felt 
by the new firm. Its clientele grew 
steadily, and soon it was necessary 
to secure larger quarters. These 
consisted of four rooms on another 
floor of the Stephen Girard Build­
ing.
In September, 1902, Colonel 
Montgomery established the New 
York office. In this connection, 
we quote again from the history of 
the firm: “The members of the or­
ganization who have known only 
the present New York office, filling 
the entire fourteenth floor of 110 
William Street, may find difficulty 
in realizing the conditions under 
which the New York branch was 
opened, in 1902. At the outset, 
two small rooms at 25 Broad Street 
provided all the space required by 
Colonel Montgomery and his sec­
retary, who was able to do all the 
office work.
“This was the period when the 
centralization of modern business 
organization was finding constantly 
increasing expression in the estab­
lishment of New York headquar­
ters. The concentration of direc­
tion in a few hands led to radical 
changes in business methods. It 
was essential that those responsi­
ble for the successful operation of 
these new aggregations of indus­
trial and commercial enterprise
CONFERENCE ROOM
 STAFF LIBRARY
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CORNER IN THE PRIVATE OFFICE OF COL. R. H. MONTGOMERY
RECEPTION ROOM
FILE AND STATIONERY ROOM
should make their plans and issue 
their instructions on the basis of 
exact and ready knowledge of the 
actual facts of any business situa­
tion that faced them. Accordingly, 
a need developed for better ac­
counting practice than had previ­
ously existed.
“The development of the modern 
office mechanisms then also began 
to take the shape in which we have 
them to-day. The telephone was 
in common business use; the type­
writer had won its way into prac­
tically every business office; the 
adding machine began to find a 
market. New types of office furni­
ture were designed to meet the 
need for more convenient and rapid 
operation; loose-leaf ledgers began 
to replace the ponderous tomes 
that had been considered indis­
pensable; and on every hand and 
from all sides came improvement 
in the details of office operation.’’
It is not very far from 25 Broad 
Street to 110 William Street, so far 
as physical distance goes, but it is 
a long way in point of organization 
development from the two small 
rooms to the entire floor of the 
great office building at 110 Wil­
liam Street.
Lybrand, Ross Brothers & Mont­
gomery found it desirable to house 
the activities of their organization 
in a building which is in the heart 
of the business and financial dis­
trict of New York. This building 
is comparatively new. It is situ­
ated at the northeast corner of 
William and John Streets. The 
upper floors command an excep­
tional view—the great bridges 
spanning the East River, ships, 
and docks, and to the west, the 
towering peaks of lower Manhat­
tan. One of the accompanying 
photographs, which shows a view 
to the southwest from the window 
of one of the private offices, gives 
an exceptional idea of the exact 
situation of 110 William Street. 
It would be hard to duplicate this 
picture anywhere in the world, and 
it is much more eloquent than 
words of the commercial activity 
which centers on the tip of Man­
hattan Island. The uncompleted 
structure in the foreground will 
house the activities of the Federal 
Reserve Bank of New York. Be­
yond this can be seen the Sinclair 
Oil Building, the Bankers’ Trust 
and the Singer Buildings, and the 
massive proportions of the Equi-
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table Building, one of the largest 
office structures in the world.
Express elevators soon leave the 
caller on the fourteenth floor of 
110 William Street. The entire 
floor is occupied by the firm of 
Lybrand, Ross Brothers & Mont­
gomery. The layout of the offices 
is ideal for the purposes of a firm 
of professional accountants. The 
private offices, report typing and 
stenographic departments, staff 
rooms, and file room are all outside 
rooms, so that they get at all 
times plenty of light and fresh air. 
In the interior space are the recep­
tion room, the library, and several 
conference rooms, which are all well 
ventilated and well furnished, and 
are lighted by artificial light.
Between the outer offices and 
the inner rooms extends a private 
corridor, with doors opening from 
it on either side to the various 
offices. Everything is arranged 
with an eye to the comfort and 
well-being of the members of the 
staff. It must be an inspiration 
to those who work in the offices of 
Lybrand, Ross Brothers & Mont­
gomery to glance from the windows 
and realize that they are work­
ing where the business and finan­
cial activities of this country cen­
ter, and that they are contributing 
in no small measure by their own 
efforts to the advancement of bus­
iness and organization whose tan­
gible form, in the shape of great 
business structures, is evident on 
such a grand scale all around them.
In an article appearing in a pre­
vious issue of The Pace Student, 
we described the way in which 
another firm of professional ac­
countants—Nau, Rusk & Swearin­
gen, in Cleveland—has solved its 
housing problem. Readers of The 
Pace Student will recall how 
this firm made over a fine old res­
idence somewhat apart from the 
congested business section of Cleve­
land for its professional use. Ly­
brand, Ross Brothers & Mont­
gomery have solved their housing 
problem in a somewhat different 
way, but in one no less satisfac­
tory to those most intimately con­
cerned.
Believe in what you do in order to 
make others believe. Sincerity is the 
best basis for management as it is 
for selling.
Test a letter by its results — unpro­
ductive letters are expensive at any cost
PART OF REPORT TYPING DEPARTMENT
FIRST BOOKCASE USED BY FIRM AND MADE BY ITS FIRST CLIENT
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Conditions Peculiar to the Import Business
Graduation Thesis by Henry H. Lickel, Pace Institute, New York
MANY of the accounts and proce­dures of importing concerns, par­ticularly with respect to their 
dealings with their American clientele and 
with respect to ordinary income and ex­
pense transactions, are identical with 
those of ordinary domestic trading con­
cerns. Familiarity with such matters will 
be assumed, and the discussion will be 
limited only to such procedures, methods 
of financing, and accounts as are peculiar 
to concerns engaged in importation. 
The conditions discussed herein obtain 
chiefly in those concerns which handle 
cotton goods, silks, laces, embroideries, 
trimmings, and hosiery.
To the foreign manufacturer seeking 
to place his product on the American 
markets there are four major methods 
which are open to him.
Four Methods Open to the 
Foreign Manufacturer
In the first place, he may, through the 
offices which he maintains in the larger 
European cities, watch for the arrival of 
American buyers and try to interest them 
in his lines of merchandise.
In the second place, he may send men 
from his organization to the United 
States with a line of samples. These 
men would then call on the American 
trade and send their orders back to 
Europe for execution.
Under the third method, he makes a 
contract with a large American importing 
house, and, by the terms of this contract, 
agrees to confine the sale of his product 
to this importer, who may, under the 
terms of the contract, agree not to handle 
the product of a competing European 
manufacturer. When this method is 
resorted to, the European manufacturer 
has only one American customer, and 
this concern distributes the product all 
over the country through its own selling 
organization.
The fourth method is through the crea­
tion of a selling agency in this country. 
Of the four procedures mentioned, the 
last is by far the most satisfactory, pro­
vided, of course, connections are made 
with a responsible agent.
There are many undesirable phases to 
the first method mentioned. For ex­
ample, the manufacturer may be success­
ful in selling to the buyers who visit the 
European markets, yet, there are many 
other American concerns who could also 
use the product, but who do not send 
representatives to Europe; consequently, 
the full advantages of using the Ameri­
can markets as an outlet for his product 
do not accrue to him. Furthermore, 
considerable credit risk very often 
attaches to doing the business this way.
The second method also does not 
bring about the best results, because the 
representative sent here is usually an 
European not familiar with American 
methods; the traveling expenses of such 
a trip are usually out of proportion to the
business obtained, and too much time is 
required to make the trip.
The third method, which will hereafter 
be referred to as the “sole-purchaser” 
arrangement, requires no further ex­
planation from the point of view of the 
manufacturer. He simply bills the ship­
ments to the American purchaser and 
receives payment on a basis of the in­
voice rendered, plus freight, insurance, 
and incidental expenses, if he has prepaid 
them.
Conditions, however, may be such that 
he would prefer being represented here 
by an agent or selling agency on a com­
mission basis. Without a doubt, his 
profit under this method is greater, while 
on the other hand, he must assume the 
trading risks of which he would be re­
lieved if he had a sole-purchaser arrange­
ment. Direct representation in this 
country may be secured in several ways. 
In the first place, he may open a branch 
office here, pay all expenses incident to 
the running thereof, and consign his mer­
chandise to this office, which will take 
care of the clearing of the shipments 
through the Custom House, the re-ship­
ment to American customers, the collec­
tion of the accounts and transmission of 
the proceeds to Europe after deducting 
expenses of conducting the office.
Two Types of American Agencies
There are, however, American corpora­
tions which specialize in representing 
foreign manufacturers. They are of two 
types—the one is merely a selling agency, 
while the other combines selling and 
banking. When only the selling agency 
is given to a concern, arrangements must 
be made with a foreign banking house to 
take care of the banking.
An arrangement of this kind operates 
in the following manner: The foreign 
manufacturer ships a line of samples to 
the selling agency. The selling agency 
covers the country, taking orders from 
American customers. These orders 
must then be submitted to the banker 
for credit checking. If the credit of the 
customer is approved, the order is for­
warded to the foreign manufacturer. 
Upon completion of the order, the mer­
chandise is consigned to the banker, who 
pays all expenses incident to clearing the 
shipment through the Custom House, 
attends to the reshipping according to 
the orders taken, collection of the ac­
counts, etc. Out of the proceeds, he de­
ducts all advances which he has made for 
the account of the consignor, and his 
banking commission, pays the selling 
agency the amount of commission due it, 
and remits the proceeds to the foreign 
manufacturer. Sometimes, in consid­
eration of an increased banking commis­
sion, the banker, instead of waiting until 
collections have been effected, makes 
advances to the foreign manufacturer 
against the outstanding accounts. The 
selling agency must, of course, pay all its
own expenses, such as maintenance of 
offices, traveling expenses, etc., out of 
the commission received.
As indicated, the selling and banking 
may, however, be taken care of by the 
agent, but the procedure is similar to the 
foregoing. In either case, care must be 
taken that the agreement between the 
foreign manufacturer and the American 
representative clearly sets forth who is to 
be responsible in the event of losses in­
curred through the failure of any Ameri­
can customers. Sometimes, this is com­
promised by each asstuning a portion of 
the risk.
Actual Cost Varies with Rate of 
Foreign Exchange
Up to this point, consideration has 
only been given to such matters as arise 
incident to establishing agencies and 
making other connections for the purpose 
of marketing foreign products in the 
United States. It must be borne in 
mind that marketing foreign products 
presents at least one important problem 
which is never met in domestic trading. 
Whether the importer merely purchases 
from various foreign manufacturers, 
whether he is operating under a sole- 
purchaser arrangement, or whether he is 
operating under a selling and banking 
agency, he is confronted on the one hand 
by the fact that to the American clientele 
he must offer his wares at fixed dollar 
prices, while on the other hand, his cost, 
which is stated in terms of the foreign 
currency, changes from day to day, ac­
cording to the fluctuation of the foreign 
exchange market. This would not be a 
serious problem if he were to offer his 
merchandise to the American customers 
only after he had landed the goods in his 
premises and paid for them, for then he 
would know how much the exchange 
which he purchased to pay for them had 
cost him, the amount of duty paid, and 
such incidental costs as freight, cartage, 
broker’s fees, insurance, etc. At this 
point, he could establish accurate costs 
on which to place his selling prices, and 
subsequent exchange fluctuations would 
have no bearing on his cost.
Generally speaking, however, this is 
not the practice in the lines mentioned in 
the amplification to the title of this 
article, and which furnish the basis of 
this discourse. In these lines, most of 
the business is seasonal. The foreign 
manufacturer prepares the requisite 
number of sample lines and sends them 
over. The American representative calls 
on the customers, offering the merchan­
dise at fixed dollar prices for future 
delivery. When a customer gives an 
order to the foreign agent or importer, it 
is forwarded to the European manu­
facturer, who makes the goods in accord­
ance with the specifications and ships 
them to his American agent, who in turn 
ships them to his customer, extending 
additional dating of about sixty or
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ninety days. To complete this cycle 
from the time of the taking of the order 
to the time that the payment is received 
may take approximately six months.
The importer, meanwhile, finds him­
self in the position of having contracted 
to deliver merchandise at a firm price 
several months hence, and he does not 
know what it will cost him, due to the 
rise and fall in the value of the foreign 
currency during the intervening period. 
To protect himself against losses of this 
nature, he does not base his prices on a 
basis of the current rate of exchange on 
the day that he takes the order, but 
establishes his selling prices on the basis 
of an arbitrary and conservative rate 
beyond which he does not believe the 
exchange will go. In doing this, he 
must be careful that he does not adopt 
too high a rate, or he will find that his 
lines are no longer competitive with other 
lines, and he must also avoid figuring too 
closely, as, if there is a marked improve­
ment in the value of the foreign currency, 
his cost will increase to such an extent 
that his profit will be wiped out and, 
possibly, even losses incurred. This can 
be readily appreciated when the fact is 
taken into consideration that the French 
franc, for example, has fluctuated all the 
way from six cents to the franc up to ten 
cents and then back to six cents in the 
course of one year. Therefore, not only 
must he establish his prices on the basis 
of a reasonable rate in excess of the cur­
rent rate, but, in addition, he must see 
that he owns a sufficient amount of the 
foreign exchange at his basic rate, or 
better, so that he will be protected 
against any fluctuation taking place be­
tween the time he has taken the order 
and the time when he is required to pay 
for his purchases.
This may be accomplished in two 
ways. In the first place, he will estimate 
the amount of foreign exchange required 
to cover his purchases. Then he will 
purchase that amount from a foreign 
exchange banker and open an account 
with an European bank in each country 
from which he is importing. The funds 
purchased will be deposited to his credit 
in each bank, and, as his obligations 
mature, he will draw drafts in favor of 
his creditors against his deposits with 
these banks. If he does not wish to open 
accounts with European banks, he may 
simply let the foreign exchange pur­
chased remain on deposit with the banker 
from whom he has bought it, and, as he 
requires it, have drafts made out to his 
order in the desired amounts drawn on 
European banks. These drafts can then 
be endorsed and sent to his European 
creditor. To do the business in this 
manner puts a rather heavy burden on 
the importer, as it practically means that 
he must tie up cash equal to his purchases 
at the time he places his orders and have 
it tied up until several months later, 
when his collections begin to come in.
There is a second method, which is 
open, by means of which this same end 
may be attained without tying up the 
working capital for such a long period of 
time. Under this method (which is only 
open to importers of the very highest 
credit standing), contracts are made with 
the foreign bankers to purchase a certain
amount of foreign exchange at a rate a 
few points in advance of the spot (im­
mediate delivery) rate; however, delivery 
is not to be taken until a future date 
(usually about ninety days), when pay­
ment is to be made. This is known as 
buying “futures,” or purchasing at 
“buyer’s option.” The letter of the 
foreign exchange banker confirming such 
a purchase generally is worded as follows: 
“Gentlemen:
In accordance with your instructions, 
we have purchased for your account, 
deliverable at buyer’s option within....
days,......... (Fcs., £, etc.) at the rate of
.................making $.......... ...  due.........
Kindly acknowledge receipt of this 
notice, and oblige,............. ”
If the credit standing of the importer 
is particularly good, this is all that is re­
quired. When the exchange becomes 
due, he simply has the exchange trans­
ferred to his European bank accounts, 
takes it up in foreign Bills of Exchange 
made out to his order, or leaves it on 
deposit with the banker until he requires 
it, paying his banker for the exchange at 
the contract rate, irrespective of what 
the current rate may be.
Effect of Duty on Cost
It will now be well to consider the 
second greatest element which enters into 
the cost of imported merchandise, and 
which is also affected by the fluctuation 
of the foreign exchanges, namely, the ad 
valorem duty. Under the new Tariff 
Act, this element plays a greater part 
than ever before in the industries which 
form the basis of this article, ranging all 
the way from 15 to 45 per cent. on cotton 
cloths (depending upon the yam num­
ber, method of manufacture, etc.), 60 per 
cent. on silk cloths; and on laces and em­
broideries, trimmings, veilings, etc., the 
ad valorem rate of duty is 90 per cent. 
The Tariff Act further provides that in 
view of the depreciated condition of 
foreign exchanges, any consular invoices 
covering purchases or consignments of 
merchandise in the currency of the coun­
try from which such merchandise was 
purchased or consigned (provided there 
is an open market for the purchase of the 
same or similar articles) may be con­
verted into dollars for the purpose of 
assessing ad valorem duties at the pre­
vailing rate of exchange (as published by 
the Federal Reserve Bank) on the day 
that the steamer sails, for goods originat­
ing in the same country as the port from 
which the steamer leaves. For mer­
chandise originating in other countries, 
the date of the consular invoices governs. 
In either case, however, the difference 
between the prevailing rate of exchange 
and the normal rate must exceed 5 per 
cent., or else the normal rate must be 
used.
The question may then arise, that 
while the importer can protect himself 
against exchange fluctuations in his 
foreign cost by purchasing or contracting 
for exchange in advance, how can he pro­
tect himself against the element of 
fluctuation which reflects itself in his ad 
valorem duty, and which will only be 
paid on arrival of the merchandise 
months after the orders are taken? The
answer is, that this can not be guarded 
against, and must remain an uncertain 
and speculative element which must be 
borne in mind at the time of establishing 
the basic rate to be used for the cost cal­
culation. This risk is also minimized by 
purchasing sufficient of the required 
foreign exchange at rates more favorable 
than the basic rate to provide a little 
extra margin of exchange profit which 
will be available to absorb a possible loss 
due to the fact that the exchange may go 
against him, and he be obliged to pay 
duty on the basis of a higher rate of ex­
change than the one on which he based 
his cost.
Accounting Treatment
The accounting treatment for all of 
the above is perhaps best explained by 
means of illustrations. Two illustra­
tions will, therefore, be presented. 
Under the first, it will be assumed that 
the importer is operating under a sole- 
purchaser arrangement, while under the 
second, that he is operating under a sell­
ing and banking agency arrangement. 
The theory set forth under these two sets 
of facts can be modified, and all import­
ing organizations of this type, if not 
operating under the same conditions, are 
at least operating under conditions suffi­
ciently similar, so that the principles in­
volved will be about the same.
Accounting when Importer Oper­
ates under “Sole Purchaser” 
Arrangement
It is therefore assumed that an Ameri­
can importer has just made contracts 
with several French manufacturers of 
silks and cotton goods, securing for him­
self the sole right of purchase and sale of 
their products in the United States. It 
is further assumed that the manufac­
turers are to furnish him with a sufficient 
number of lines of samples to enable him 
to cover the country thoroughly. Sales 
are to be made to the American cus­
tomers from the samples; goods are to be 
delivered in three months’ time; and are 
to be paid for sixty days after date of 
consular invoice. Under these condi­
tions, it will not be necessary for the 
importer to carry a stock of merchandise 
here, as he will only place his orders with 
the European manufacturers after the 
goods have been sold to his customers.
To continue the illustration, we shall 
assume that the current rate of exchange 
for French francs at the time the prices 
are established is 6.25 cents; however, as 
explained previously, in order to protect 
himself, the importer will base his prices 
on a higher rate. A fair basic rate in 
this instance would be 7.25 cents. He 
now knows that if he is to make his 
desired profit, the francs which he must 
purchase to liquidate the liabilities which 
he will incur through the purchase of this 
merchandise must not cost in excess of 
7.25 cents to the franc, or else his profit 
will suffer.
As his salesmen turn in the orders, he 
will transmit them to Europe, at the 
same time watching the foreign exchange 
rate closely, and ordering sufficient ex­
change for future delivery to cover the 
foreign value of the orders taken. In 
[Forward to Page 121
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Times Do Change
DRIVING along the north shore of Long Is­land, the other day, I passed an old trolley line. The tracks were almost obliterated 
by the rank weeds that had grown up, the poles 
were sagging—many in fact had fallen over—and 
birds flew through the broken windows of the 
power-station. An observant editorial eye was not 
needed to draw conclusions. They almost drew 
themselves.
For years, a man told me, the road had prospered.
Capital had been contributed. Rights of way had 
been negotiated. Franchises had been secured. 
Equipment had been purchased, tracks laid, and 
stations built. Passengers paid their fares to be 
transported from town to town. Dividends were 
paid to stockholders. Corporate activities went 
merrily on.
Then, something happened. Passengers paid their 
fares less frequently. Instead, they bought tires 
and gasoline. Dividends fell off. They were passed 
altogether. Equipment deteriorated. Bonds were 
issued, and money was borrowed to purchase new 
equipment and later to meet running expenses. 
More passengers bought new automobiles, tires, 
and gasoline. Others patronized the jitney. The 
cars of the trolley company ran nearly empty, and, 
on one fine day, they stopped running forever. 
The company surrendered its charter and its fran­
chises. To-day, weeds and underbrush obscure the 
rails, and birds sing in the power-station where 
once the dynamos hummed.
As Tennyson said, “The old order changeth, 
yielding place to new.” Whether we like it or not, 
the world does move. If we refuse to keep pace with 
it, we shall eventually be cast aside, and, like the 
trolley line, stand as an eloquent monument of 
things as they were.
Business success of the present day can not be 
achieved with the methods and appliances of even 
thirty years ago. If a man desires to go from one 
suburban town to another, he uses his own car or 
the auto-bus. He finds the trolley line, if not 
abandoned, too slow or infrequent for his purposes. 
If he desires to make an appointment with a busi­
ness man, he telephones—the mails are often too slow 
for his needs. If a young man, entering business, 
desires to get to the top, he doesn’t rely exclusively 
upon experience as his teacher—excellent instructor 
that she is—instead, he acquires knowledge by
attendance upon professional courses of instruc­
tion. Do not attempt to solve the problems of 
to-day with the tools of yesterday.
Memory
MUCH is heard about memory these days. People tell of how well they remember Mr. Addison Sims, of Seattle. There is a 
tendency, in many quarters, however, to decry 
feats of memory. Some feel that the time which is 
expended in developing it might better be spent in 
more constructive pursuits. If, though, a man has 
stored away in his mind material which he can 
draw from when needed, he has a priceless posses­
sion which he should cherish and add to as he can.
The late Theodore Roosevelt had a prodigious 
memory. He could draw on it as occasion de­
manded, and no small part of the secret of his 
success was the fact that whenever he was engaged 
in a discussion, or whenever he desired to prepare 
an article for publication, he had at his command 
a seemingly inexhaustible reservoir of ideas. 
Whether it was politics, history, naval construction, 
economics, or science, he always surprised his 
hearers with his fund of information. Once he 
found something that he thought he should know, 
he studied it and stored it away to be used as 
needed.
One must decide what he will retain in his mind. 
Many things are better forgotten. The time spent, 
for example, in learning long lists of dates might 
frequently be put to better use in remembering 
fundamental causes of the occurrences which made 
those dates famous. A memory inherently good is 
something to be cherished, and one that is bad can 
be developed. Every man owes it to himself to do 
what he can to develop a strong memory.
Save Your Energy
EVERY man has at his disposal a certain amount of energy or nerve force. Mental effort and physical effort both deplete this 
nerve force. When you are trying to achieve a 
mental result, expend mental rather than too much 
physical effort.
In dictating a letter, if you continually twist 
around in your chair, shuffle papers, or gaze out 
of the window, you have that much less energy to 
direct at the subject in hand. You are wasting 
physical energy. You may have a given task to 
perform. Instead of sitting down to think through 
the problem, you may rush around and appear to 
be very busy, but you are using up more energy in 
physical movement than in thinking through the 
job.
Direct your energy into the proper channels. 
All the energy that you expend in useless, physical 
effort when you are trying to achieve a mental 
result depletes your store by that much. Direct 
your energy at the specific ends which you desire 
to achieve. Do not waste it.
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the event that the rate should become 
stronger than 7.25, an advance would 
have to take place in the future selling 
prices.
If no margin is required, this purchase 
of exchange requires no financial entry, 
and merely a statistical record is made of 
amount, the rate obtained, and the due 
date of the purchase. If a margin is 
required to be deposited, this would in­
volve the following financial entry:
FOREIGN BANKER.................xx
To CASH.............................. xx
For deposit of margin on futures 
bought.
We come to our next financial entry 
when the first shipment is received from 
Europe. Before it is possible to have 
any goods delivered to the place of busi­
ness of the importer, he must first make 
custom-house entry for the goods in the 
custom house and pay the duty required. 
In order that the accounts of the im­
porter may reveal to him just what the 
profit outcome is on the goods of each 
foreign manufacturer whose products he 
handles, it is customary to set up a 
separate Merchandise Account for each 
manufacturer. This Merchandise Ac­
count, as well as the Account Payable 
which is set up in the name of the man­
ufacturer, is provided with two money 
columns. In the one, the exact amount 
of the invoice in francs is recorded, and 
in the other, the equivalent amount in 
dollars. To the Merchandise Account 
would be debited the foreign cost of the 
merchandise, the duty, and all expenses 
incident to getting the goods on the 
premises, such as freight, insurance, cart­
age, broker’s charges, etc.
The entry, which is made at the time 
the duty is paid, is:
XY MERCHANDISE, MANU­
FACTURER A.................... xx
To CASH........................  ........ XX
To record duty paid on Case No..
To record the liability for the foreign 
value of the purchases, a special Purchase 
Book is set up. The ruling for this book 
is substantially as follows:
The information recorded in the first 
five columns is of a statistical nature, 
while in the remaining columns, the total 
of the invoice is entered in francs. At 
the end of each month, the total of each 
column which is in francs is posted to 
the debit of each Merchandise Account 
in the foreign currency column. The 
credit to this debit is found in the foreign 
currency column of the Account Payable.
The dollars amount, however, is not 
posted at this time.
When these foreign obligations ma­
ture, the importer calls on his foreign 
exchange banker for a portion of the ex­
change for which he has contracted. If 
this exchange is delivered to him in the 
form of drafts on foreign banks, which he 
endorses over to his creditors, he would 
pass them through an account known as 
a “Bills of Exchange” account. To this 
account, he would charge all drafts 
received at cost, which would be the rate 
at which he had contracted earlier in the 
season, and the entry would be as 
follows:
BILLS OF EXCHANGE.......... '. xx
To CASH................................. xx
FOREIGN BANKER... . xx
For bills of exchange purchased.
The credit to cash is the amount now 
being paid. The credit to the Foreign 
Banker account represents the amount 
of margin which had to be advanced 
when the order for exchange was origin­
ally placed, and which is used as an offset 
to the total cost now that it is being 
taken up.
When the Bills of Exchange have 
been sent to the foreign manufacturers, 
another entry is passed, as follows:
ACCOUNT PAYABLE, MANU­
FACTURER A.................... xx
ACCOUNT PAYABLE, MANU­
FACTURER B.................... xx
To BILLS OF EXCHANGE. . xx
For remittances sent to foreign 
manufacturers.
To complete this entry, a double post­
ing must be made in the manufacturer’s 
account; namely, in the foreign money 
column, the number of francs which have
been transmitted is entered, and in the 
dollar column, the equivalent amount is 
entered in dollars, converted at cost.
A like amount of the francs on the credit 
side of the account is converted into dol­
lars at the same rate, and entered in the 
dollars column.
It will be remembered that at the time 
of the receipt of the merchandise a debit 
was made to the Merchandise Account 
in francs only. This was due to the fact 
that at that time it was not known how 
much the francs which would be used to
pay for this merchandise would cost 
However, now that payment has been 
made a debit, in dollars, is entered in the 
Merchandise Account equal to the credit, 
in dollars, which has been entered in the 
Account Payable Account. The effect 
is as follows:
MERCHANDISE, MANUFAC­
TURER A............................ xx
To ACCOUNT PAYABLE,
MANUFACTURER A... xx
The situation is handled in this man­
ner so that the charges made to the Mer­
chandise Account for the foreign value 
of the goods represents true cost.
At the conclusion of an accounting 
period when Statements of Profit & Loss 
and a Balance Sheet are prepared, any 
unpaid franc balances remaining in any 
of these accounts are converted into dol­
lars at the average rate applicable to the 
francs for which the importer, has con­
tracted. This is the correct rate to use, 
for, while the current rate on the last day 
of the accounting period may be dif­
ferent, this has no bearing on the im­
porter, as he has already contracted for 
his exchange. It is, therefore, the con­
tract rate which determines the dollar 
value of these balances. The effect of 
the conversion of the francs to dollars is 
posted to the debit dollars column in 
the Merchandise Account and to the 
credit dollars column in the Account 
Payable Account, as in the preceding 
entry. In the event that the actual 
rate at which a balance that is paid in 
the subsequent period differs from the 
average rate at which the balance has 
been brought forward, an adjustment 
must be made.
With this system, a special column 
Sales Book is kept, ruled as follows:
As the ruling shows, the sales of mer­
chandise for each manufacturer are segre­
gated and the net proceeds credited to 
each Merchandise Account through the 
following entry:
ACCOUNTS RECEIVABLE 
CONTROL.......................... xx
To RESERVE FOR CASH
DISCOUNTS................. xx
MERCHANDISE,MANU­
FACTURER A.............. xx
MERCHANDISE,MANU­
FACTURER B........  xx
SUNDRIES....................... xx
Inventories of merchandise are val­
ued at cost or market, whichever is lower, 
the same as in other lines of business.
After having built up the accounts and 
having made the adjustments indicated 
above, they may be closed through the 
Profit & Loss Account or presented in a 
Balance Sheet in the same manner as the 
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ation of Pace Clubs; Frederick Bond Cherrington, 
C.P.A., member, Massachusetts Board of Examin­
ers; Wade W. Cloyd, of The Pace Club of New 
York; James E. Downey, headmaster, High School 
of Commerce, Boston; James V. Giblin, C.P.A.; 
Malcolm E. Nichols, Collector of Internal Rev­
enue, Boston; Edwin L. Pride, C.P.A., chairman, 
Massachusetts Board of Examiners; Waldron H. 
Rand, C.P.A., ex-president, American Institute of 
Accountants; and Clinton H. Scovell, C.P.A.
The Banquet Committee was composed of the 
following members of The Pace Club of Boston; 
Paul F. Haroth, chairman; Dudley B. Ellis, Alfred 
H. Edgerly, Peter J. Lawrence, John J. Lyons, 
Dorothy M. Scott, John W. Fallon, Thomas J. 
Brown, George L. Barrett, John A. L. Ross, John P. 
Bums, Helena J. O’Malley, William A. Doering. 
The Committee was ably assisted in its prepara­
tions for the banquet by F. J. Lally, of the executive 
staff of Pace Institute, Boston.
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accounts of any domestic trading cor­
poration, and for that reason, will not 
be given detailed consideration in this 
discussion.
Accounting when Importer Operates 
under ‘‘Selling and Banking” 
Agency Arrangements
It is now in order to give consideration 
to the second illustration, under the 
terms of which the American importer 
is operating under a selling and banking 
agency arrangement instead of under a 
sole-purchase arrangement. In many 
ways, the procedures are similar; for ex­
ample, the foreign manufacturer prepares 
the required number of samples at the 
beginning of the season and forwards 
them to the American importer. The 
salesmen of the importer call on the 
American clientele, take orders for future 
delivery, and submit them to the home 
office, which in turn forwards them to 
Europe. The selling prices of the mer­
chandise are established in the same 
manner as has been previously explained, 
although under a contract such as this, 
the foreign manufacturer usually estab­
lishes the prices himself.
Under the selling and banking agency 
arrangement, sales must also be pro­
tected against fluctuations of exchange; 
but it differs from the purchase contract, 
in that with the selling and - banking 
agency it is the foreign manufacturer who 
assumes the risk, and either gains or loses 
through the rise or fall of the exchange. 
The American importer does not run this 
risk, as his income is solely dependent 
upon the commission which he receives, 
which is based on the net sales after de­
ducting all discounts. It must further 
be borne in mind that in this instance it 
is no longer the foreign value of the mer­
chandise which must be protected, but 
the net dollar proceeds which will be left 
to remit to the European manufacturer 
after deducting all discounts, advances 
made for expenses and duty, commission, 
etc.
If the contract provides that the 
American importer is to assume the 
responsibility of seeing that an adequate 
amount of exchange is contracted for to 
protect sales made for the account of the 
manufacturer, then the American im­
porter buys “futures,” as has been ex­
plained heretofore, and remits francs to 
Europe equal to the net proceeds of sales. 
There is an alternative to this procedure, 
and that is that the manufacturer in
Europe protects himself over there 
against the exchange fluctuations. This 
he does by selling dollars for future de­
livery at current exchange rates, and, 
when he has entered into such contracts, 
the American importer must remit the 
net proceeds of sales to Europe in dollars, 
so that the manufacturer can settle his 
commitments.
When the first shipment of merchan­
dise arrives from Europe, the American 
importer makes entry for the goods, pays 
the duty, and clears the goods through 
the Customs. All these expenses are 
paid for the account of the manufacturer. 
An account is therefore opened in the 
name of the manufacturer, and is debited 
with all charges incident to bringing the 
goods on the premises of the agent. The 
staff of the agent attends to the unpack­
ing of the cases, and recharging and re- 
shipping of the goods to the American 
customers. A special column Sales Book 
(the form of which has already been pre­
sented) is kept for recording the charges, 
and at the end of each month, an Ac­
count Sales is rendered to each manu­
facturer. This Account Sales gives a 
detailed list of all the shipments which 
have been made during the month for the 
account of the manufacturer. From the 
gross amount of the sales, the cash dis­
count which will be taken is deducted, 
likewise, the agent’s commission. As 
the various customers receive different 
datings, an average must be made of all 
the charges to ascertain the average due 
date of the entire month’s charges. The 
net proceeds of the sales are then credited 
to the account of the manufacturer, and 
are payable in accordance with the 
average due date shown. The entry, 
in Journal entry form, would be as 
follows:
ACCOUNTS RECEIVABLE 
CONTROL...........................xx
To RESERVE FOR CASH
DISCOUNTS.................. xx
COMMISSIONS EARNED
A..................  xx
COMMISSIONS EARNED
B...................................... xx
MANUFACTURER A.. .. xx
MANUFACTURER B.. .. xx
In order to reflect the true condition, 
Accounts Receivable arising out of the 
sale of consigned merchandise, which 
practically belong to the foreign manu­
facturer (except for the lien which the 
agent has on them for commissions 
earned and advances made), should be 
shown on the Balance Sheet as a separate 
item, distinct from Accounts Receivable 
arising out of transactions in which the
agent is interested as principal and not 
as agent.
Periodically, an abstract, known as an 
“Account Current,” is made of the ac­
count of the manufacturer. On the 
debit side of this account appear all ad­
vances which have been made, together 
with any remittances sent (which are 
charged to the account in dollars con­
verted at the rate of exchange at which 
the exchange was purchased), while the 
account is credited with the net proceeds 
of the sales. An interest adjustment is 
then made, charging the manufacturer 
interest on all advances and remittances 
from the date they appear in the account, 
and crediting him with interest on the 
proceeds of sales from the average due 
date to the end of the period. The 
excess of interest credited over interest 
charged (or vice versa) is either debited 
or credited at the end of the account, and 
the balancing entry appears in the Inter­
est Account of the importer, either as an 
expense or as income, depending on the 
circumstances.
There are also importing firms which 
engage in both activities, namely, acting 
as agents on a selling and banking com­
mission for some manufacturers, and also 
devoting part of their time to purchasing 
and selling on their own account. The 
accounting system of organizations of 
this type is merely a combination of the 
two systems mentioned before.
In summing up, it might therefore be 
stated that the import industry serves 
an important economic function in the 
business organization of this country; 
that peculiar financing and cost problems 
must be contended with, due to the 
fluctuation of foreign exchanges, and 
that this difficulty is, in a measure, offset 
through contracting for exchange for 
future delivery; and, finally, that the 
accounts peculiar to this type of trading 
are the Account Sales and Account Cur­
rent, if the business is done on an agency 
basis, and the double-column Ledger 
accounts to provide for the handling of 
the foreign currencies in these accounts, 
likewise, the adjustment of balances in 
foreign currencies at the conclusion of 
the accounting periods.
FARQUHAR J. MACRAE & COM­
PANY, certified public accountants, an­
nounce the removal of their offices to 68 
William Street, New York City. The 
firm recently opened an office in Wash­
ington, D. C.
KLEIN, HINDS &FINKE, certified 
public accountants, announce the re­
moval of their New York offices to 49 
West 44th Street, New York City.
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The Question and Answer Department
This Department does not publish answers to all questions received, but only to those which are 
deemed to be of general interest to readers of The Pace Student. A communication, in order to re­
ceive attention, must contain the name and address of the person asking the question.
I HAVE before me the balance sheets of Cor­poration A, Corporation B, and Corporation C, which may be stated in substance to be as 
follows:
CORPORATION A 
Balance Sheet as at
Assets
Capital Assets....... $950,000
Stock of Subsidiary
Corporations:
Corporation
B at par. .. 90,000
Corporation
C at 95 . .. 47,500
Current Assets. . . 247,500
(Parent Company)
December 31, 1922
Liabilities and Capital 
Capital Stock.. . $1,000,000 
Capital Liabilities 100,000 
Current Liabil­
ities.................. 35,000
Surplus............... 200,000
$1,335,000 $1,335,000
CORPORATION B (Subsidiary Company) 
Balance Sheet as at December 31, 1922
Assets
Capital Assets........$230,000
Current Assets.. ... 70,000
$300,000
Liabilities and Capital 
Capital Stock .... $100,000 
Current Liabilities 125,000 
Surplus................. 75,000
$300,000
CORPORATION C (Subsidiary Company) 
Balance Sheet as at December 31, 1922
Assets
Capital Assets........$ 50,000
Current Assets....... 95,000
Deficit.................... 25,000
Liabilities and Capital
Capital Stock.........$50,000
Capital Liabilities. . 40,000 
Current Liabilities.. 80,000
ing the items which make up the surplus of 
$245,000. Will you please give me some assistance, 
and submit such a schedule for me?
Answer:
Corporation A owns $90,000 of the capital stock 
of Corporation B. The total capital stock of Cor­
poration B is $100,000. Corporation B has a sur­
plus of $75,000. Corporation A includes on the 
Consolidated Balance Sheet its share (90 per cent.) 
of Corporation B’s surplus, or $67,500.
Corporation A also owns $50,000 (par value) of 
the stock of Corporation C. The total amount of 
outstanding capital stock of Corporation C is 
$50,000. Corporation A, therefore, bears all of 
the deficit of Corporation C—$25,000—and charges 
it against Surplus on the Consolidated Balance 
Sheet.
Offsetting the fact that Corporation A includes 
on the consolidated statement the deficit of Cor­
poration C, is the fact that it obtained possession 
of the $50,000 of Corporation C’s stock for $47,500. 
There is, therefore, a credit to be made against the 
$25,000 deficit amounting to $2,500.
The consolidated surplus would, therefore, be 
made up as follows:
Surplus, Corporation A...............................................$200,000
90 per cent of Surplus, Corporation B...................... 67,500
267,500
100 per cent Deficit of Corporation C....... $25,000
Less: Offset by reason of acquisition of
stock at less than par............................ 2,500
---------- 22,500
$170,000 $170,000 Total Surplus....................................................... $245,000
The Directors have asked for a Consolidated 
Balance Sheet, consolidating the figures for the 
three companies. I have prepared such a Con­
solidated Balance Sheet, and it is as follows:
CORPORATION A AND SUBSIDIARY 
COMPANIES
Consolidated Balance Sheet as at 
December 31, 1922
Assets
Capital Assets... .$1,230,000 
Current Assets.. . 412,500
Liabilities and Capital 
Capital Liabilities $140,000 
Current Liabilities 240,000 
Capital
Stock, B$10,000
Surplus. 7,500
--------  17,500
Capital Stock, A. 1,000,000 
Surplus................ 245,000
$1,642,500 $1,642,500
I can find no errors in my work, and yet I do 
not seem to be able to prepare a statement show-
WILL you kindly inform me of the practice of insuring a partner’s life by a partner­ship? Will you also give illustrative en­
tries to cover the payment of premiums, recording of 
dividends, and the treatment on the books in case 
of death of the insured partner? Would there be 
any provision to show cash-surrender value of the 
policy?
Answer:
Each partner in a copartnership has an insurable 
interest in the life of every other partner. Insur­
ance may be made upon the life of a partner with 
one or more of the partners as beneficiaries. 
Insurance may not be had upon the life of a partner 
which is payable to the copartnership, as such. 
The reason is, that the law does not recognize a 
partnership as a legal entity and looks past the 
organization to its members, and that the insurance 
would be payable subsequent to the death of the 
partner, and the death of a partner terminates 
the partnership.
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The surviving partners only would share in the 
insurance, if they were named as beneficiaries, and 
a charge to the partnership for the premiums upon 
a policy that will benefit some but not all of the 
members can not be justified. It would seem to be 
an individual matter for settlement by whoever 
benefits thereby.
Corporations, however, are recognized by law as a 
legal entity which is separate and distinct from the 
stockholders, and have an insurable interest in the 
lives of their officers. Such an insurance may be, 
and very commonly is, made. The premiums are 
paid out of corporate funds and may be charged, 
except for income-tax purposes, as an expense of 
the business. This expense would be reduced by 
any dividends upon the policy, and by the cash- 
surrender value which is represented therein.
Entries to record these transactions may be as 
follows:
OFFICERS’ LIFE INSURANCE EXPENSE... $xx
To CASH (OR ACCOUNTS PAYABLE)... $xx
For premium on......... Policy No....... upon
the life of......... .........
CASH...................................................................  xx
To OFFICERS’ LIFE INSURANCE EX­
PENSE.................... ........................ ........... xx
For dividends received upon.......... Policy
No........... upon the life of......... ...............
CASH-SURRENDER VALUE OF LIFE IN­
SURANCE......... .............................................. xx
To OFFICERS’ LIFE INSURANCE EX­
PENSE........................................................ xx
For the cash-surrender value upon.............
Policy No............... upon the life of.......... ...
CASH...................................................................... xx
To CASH-SURRENDER VALUE OF LIFE
INSURANCE........................................ xx
INCOME FROM OFFICERS’ LIFE
INSURANCE........................................ xx
For collection of the insurance upon the. . ..........
Policy No............... upon the life of.............
The third entry would be made about the third 
year when the policy first has a surrender value, 
and addition thereto would be made each year. 
This amount would be carried on the Balance 
Sheet of the corporation as an asset. The fourth 
entry credits the differences between the collection 
and the cash-surrender value to an account for 
income from officers’ life insurance.
I WOULD appreciate your giving me some suggestions as to the method I may use to follow up notices of discount, due dates, etc., 
of amounts due from customers on open account. 
Answer:
1, Tab System. Under this system, a number 
of series of tabs are used, each series containing 
31 tabs, numbered from 1 to 31. A tab would be 
inserted on each customer’s account. This tab 
would bear the number of the day on which it is 
advisable to follow up the particular account; that 
is, if a customer’s account should be followed up 
on the 7th of the month, a tab numbered 7 would 
be inserted on the account. Should the account 
be settled before the follow-up date, the tab 
should be removed from the account at the time 
the posting of the payment is made. This system 
should work out well in cases where the follow-up 
period does not exceed 31 days. On the other hand, 
if the accounts in the ledger are numerous, the tabs 
may render the ledger cumbersome.
2. Invoice System. Under this system, the 
follow-up date may be placed on a copy of the sales 
invoice. The copies of the invoices may then be 
arranged according to the follow-up dates, so that 
the customers to be followed up on each day may 
be indicated by the invoices filed under that date. 
Under this system, it would be necessary to refer 
to the customer’s account on the follow-up date in 
order to determine the invoices which have been 
paid since the billings were made, so that an 
account which has already been paid will not be 
followed up.
3. Tickler System. Under this system, a 
card for each day would be prepared on which 
would be listed the numbers of the accounts to be 
followed up on that particular day. The number of 
the account would be listed on the card at the time 
the invoice is prepared. Each day’s card would, 
therefore, indicate the accounts to be followed up 
on that day. It would be necessary to refer to the 
customer’s account on the follow-up day in order 
to determine the charges which have been settled 
since the invoicing was made, and in order to avoid 
following up accounts which have already been 
paid.
ALEXANDER REINFELD, C.P.A., 
  a former student Pace Insti­
tute, New York, died on March
1, 1923. He was forty-four years old.
Mr. Reinfeld, who was for several 
years in public practice at 52 Wall Street, 
New York City, was bom in Hungary, 
and came to this country eighteen years 
ago. Always hard working and ambi­
tious, Mr. Reinfeld decided to prepare 
for professional Accountancy practice. 
He studied at Pace Institute, and eventu­
ally secured his C.P.A. degree from the 
New York State Board of C.P.A. exam­
iners. He was a man of sterling char­
acter, and all who knew him—and he had 
many friends —respected and admired 
him.
Mr. Reinfeld always worked hard. It 
is said that he frequently worked eight­
een hours a day for days at a time. 
This close application to his professional 
duties eventually had its effect. In 
November, 1921, Mr. Reinfeld suffered 
a nervous breakdown from which he 
never recovered.
Mr. Reinfeld became a member of the 
New York State C.P.A. Society in 1914, 
and was always deeply interested in the 
affairs of this organization.
F. T. NICHOLSON, C.P.A., formerly 
of Searle, Nicholson, Oakey & Lill, will 
continue the professional practice of 
Accountancy at 71 Broadway, New York 
City. The firm of Searle, Nicholson, 
Oakey & Lill was recently dissolved.
L. C. RICHARDSON, a student in the 
special class conducted by the Pittsburgh 
School of Accountancy at the Westing- 
house. Electric & Manufacturing Com­
pany has been appointed works account­
ant of the new Sharon Works of the 
Westinghouse Electric & Manufacturing 
Company.
FREDERICK W. GEHLE, vice-presi­
dent of the Mechanics and Metals Na­
tional Bank of New York, addressed the 
April meeting of the New York State 
Society of Certified Public Accountants 
at the Waldorf-Astoria on Monday 
evening, April 16th. In the course of 
his address, Mr. Gehle outlined the con­
ditions in Europe, paying particular 
attention to the economic and financial 
situation.
Page 126 July
Former Boston Students Make Notable Record 
in Massachusetts C.P.A. Examinations
FORMER students of Pace Insti­tute, Boston, made an exceptional record in the October, 1922, C.P.A. 
examinations in Massachusetts. Statis­
tics concerning these examinations are 
of particular interest. Two hundred and 
seventy-six candidates sat for the exam­
inations. Ninety-nine passed the exami­
nations, and of this number, sixty-five 
have been awarded C.P.A. certificates 
by the Bank Commissioner. Of the six­
ty-five, thirteen were former students 
of Pace Institute, Boston. Other Pace 
students were successful in the October 
examinations, but because they have not 
as yet met the practice requirements in 
the state of Massachusetts, their certifi­
cates are for the time being withheld.
Among the Boston students who ob­
tained their C.P.A. certificates as the 
result of the October, 1922, C.P.A. ex­
aminations are: George Strangman, 
Edward Gibbs, Jr., William J. Hyde, 
Harold B. Cleworth, Cyril O. Hunting- 
ton, and Kester J. Peers. We are fortu­
nate in being able to present brief 
sketches of the careers of these account­
ants. That they have all made wise 
vocational decisions in choosing Account­
ancy as a profession is evidenced by the 
success which they have already 
achieved.
George Strangman, C.P.A.
( Mass.)
GEORGE STRANGMAN has secured his C.P.A. degree at the age of 
twenty-six. He was born in Lynn, 
Mass., on June 12, 1897. After com­
pleting his education in the public schools 
of Lynn, he secured a position as book­
keeper and accountant with the Lionne 
Company and Hedge-Lewis, Inc., in 
Boston.
It did not take Mr. Strangman long, 
as a result of this business experience, to 
decide that he could build for himself a 
productive future in Accountancy. In 
1917, therefore, he began his study of Ac­
countancy at Pace Institute, Boston. 
Late in 1918, he secured a position as ac­
countant in the War Department at 
Washington. Returning to Boston, he 
joined the professional staff of P. F. 
Crowley, C.P.A., a graduate of Pace 
Institute, Boston, who was then engaged 
in Accountancy practice in Lynn, Mass. 
Early in 1919, Mr. Crowley became a 
member of the firm of Parsons, Wadleigh 
& Crowley, and Mr. Strangman went to 
the new firm with Mr. Crowley. Mr. 
Strangman is now a senior accountant. 
Another Boston student has made good, 
and in no inconsiderable measure. 
Many years of productivity and useful­
ness should lie ahead for Mr. Strangman.
Mr. Strangman has always kept in 
close touch with student activities in 
Pace Institute, Boston, and is always 
willing to assist and advise young men 
who are looking forward to professional 
Accountancy practice.
Edward. Gibbs, Jr., C.P.A. 
(Mass.)
EDWARD GIBBS was born in Bir­
mingham, England, on January 15,
1891, and did not come to the United 
States until 1898. His early education 
was received in the public schools at 
Saugus, Mass., and in the high school of 
the same town. His first business train­
ing was received at the Burdett Business 
College in Lynn, Mass. After complet­
ing his course at the business college, Mr. 
Gibbs was employed first by the General 
Electric Company in its Lynn (Mass.) 
office, and afterward by the Estate of 
James M. Beebe in Boston.
Mr. Gibbs remained in this latter posi­
tion for approximately ten years. In 
the meantime, he had married. To 
quote from Mr. Gibb’s own words, “At 
this time, being married and the father 
of two children, I took up the study of 
Accountancy at Pace Institute, Boston, 
to help me with my duties. However, 
I became so much interested in Account­
ing that I finally went into public prac­
tice, first with the firm of Morgan & 
Morgan, and afterward as a partner in 
our present firm of Stroud, Gibbs & 
Reynolds.
“I think that the interesting part of 
my experience, and one that will encour­
age other Pace students, is this—that at 
the time I decided to go into public prac­
tice, as above stated, I was married and 
had a family. I also had a responsible 
and very well-paying position which was
good for life. The attraction of the Ac­
countancy profession prevailed over all 
this, and I left and took the chance.” 
The “chance,” in Mr. Gibb’s case was to 
lead him to the C.P.A. degree and part­
nership in his own firm.
Harold B. Cleworth, C.P.A. 
(Mass.)
HAROLD B. CLEWORTH was a col­
lege graduate and a lawyer before
he decided to prepare definitely for pro­
fessional Accountancy practice.
He was born October 29, 1883, in Man­
chester, N. H. He was graduated from 
Harvard College with the Class of 1905, 
and from Harvard Law School four years 
later. Mr. Cleworth practiced law for a 
year and then had about seven years’ 
general accounting experience with vari­
ous private business organizations. In­
cluded in this period, were three years 
during which he acted as office manager 
for the Boston office of the Waldorf 
Lunch Company.
Mr. Cleworth has had about five years’ 
experience in public accounting. He is 
now associated with Robert Douglas & 
Company, certified public accountants, 
of Boston, Mass. Mr. Cleworth says, 
“I enjoy my work immensely, and have 
always considered public accounting a 
very broadening profession. In public 
accounting, with its constant succession 
of new problems to be solved, and dif­
ferent persons in different businesses to 
exchange ideas with, there is but little 
tendency to get into a rut. I wish to say 
that my accounting course at Pace Insti­
tute, with its logical development of the 
science of accounts, has been of the 
greatest assistance to me, as a prepara­
tion both for the C.P.A. examinations 
and for public practice.”
Kester J. Peers, C.P.A.
( Mass.)
ESTER J. PEERS is another former 
student of Pace Institute, Boston, 
who received his C.P.A. certificate as a 
result of the October, 1922, examinations 
in Massachusetts. Mr. Peers has this to 
say about the work of the accountant and 
his opportunity in public practice: “I 
have been interested in accounting work 
for a good many years, and during the 
past ten years have devoted myself more 
and more to public work. Naturally, 
for some time I had in mind the securing 
of the C.P.A. degree, which to-day gives 
professional standing to the public ac­
countant. I broadened my knowledge 
of Accounting Theory, Practice, and Law 
by attending Pace Institute. In my 
opinion, it is impracticable for a man in 
public practice to lay out for himself a 
course of study which will prepare him
Pace Student
1923 Page 127
to take the C.P.A. examinations when he 
has offered to him a course of study care­
fully prepared and calculated to place 
him in position to meet the requirements 
of the state examinations. My heartiest 
and best wishes go to Pace Institute.”
Mr. Peers is in professional practice at 
294 Washington Street, Boston, Mass.
William J. Hyde, C.P.A. 
(Mass.)
WILLIAM J. HYDE is in profes­
sional practice on his own account,
with offices at 22 Kingston Street, Bos­
ton. He was graduated from Pace Insti­
tute, Boston, in 1919, and secured his 
C.P.A. certificate in the October, 1922, 
Massachusetts examinations. Mr. 
Hyde entered accounting work more by 
chance than by predetermined plan. To 
quote his own words, “Up to the time of 
graduation from high school, I had shown 
no decided tendency toward any partic­
ular business or profession, so my folks, 
thinking that it might be well for me to 
keep my own accounts some day, sent 
me to the Bryant & Stratton Commer­
cial School, from which I was graduated 
in 1900. The irony of fate! I have 
been keeping other people’s accounts 
ever since.” We may add that he has 
been eminently successful in keeping 
these accounts.
William J. Hyde was born in Arling­
ton, Mass., on July 13, 1879, attended 
the Arlington public schools, and was 
graduated from the Arlington High 
School in 1899. After leaving the com­
mercial school, he entered business. 
Later, he began his study at Pace Insti­
tute, but after a short time he was forced 
to drop his studies. It is typical of Mr. 
Hyde that he soon realized that he could 
not afford to leave his study of Accoun­
tancy uncompleted. “For a period of 
three years, I discontinued my studies,” 
says Mr. Hyde, “but, realizing, with in­
creasing family responsibilities, that the 
remuneration of the average bookkeeper 
would be insufficient to meet conditions 
then looming large on the horizon, I ‘got 
busy’ again, completed the Pace Course, 
and passed the final examinations.”
Mr. Hyde has always been a keen stu­
dent. In 1914 and 1915, he took special 
work at the graduate school of Business 
Administration at Harvard University. 
He has also done much study and re­
search work by himself. A man who 
believes thoroughly in his profession, 
Mr. Hyde has made sound preparation 
to meet opportunity as it comes, and he 
is, because of these facts, bound to go far 
in the work that he has so carefully pre­
pared himself to perform.
Cyril O. Huntington, C.P.A. 
(Mass.)
LITTLE did Mr. Huntington think, 
some few years ago when he was 
working away at a bookkeeper’s position 
and drawing a bookkeeper’s salary, that 
he would eventually have his own office, 
his own professional practice, and the
C.P.A. degree. Mr. Huntington speaks 
modestly of his success, but, in reading of
his career, one can readily realize the 
fixity of purpose and the adherence to his 
aims which actuated Mr. Huntington in 
every vocational step that he made.
Mr. Huntington claims Maine as his 
native state. He was bom in Cutler, 
Maine, July 22, 1883, and attended 
school there until he was seventeen. 
He then left his home to go to Nashua, 
N. H., where he secured a job in a shoe 
factory. Mr. Huntington says, “I had 
not been long in that work when I real­
ized that it was not the kind of employ­
ment that I wished to devote my life to, 
but I also realized that before I could 
expect to get into more congenial or 
lucrative work I would have to obtain a 
better education. I therefore enrolled 
in an evening bookkeeping class at a 
business college in Nashua.” In this 
way Mr. Huntington began his business 
education.
After some several years’ experience 
with different business organizations, 
Mr. Huntington, in 1907, went to Bos­
ton and secured a position as assistant 
bookkeeper and cashier for the Thomas 
Wood Company, wholesale tea and 
coffee dealers.
Mr. Huntington was employed suc­
cessively by the Loose Wiles Biscuit 
Company, and by Lucius Beebe & Sons, 
wholesale leather dealers, of Boston. 
With the latter organization, Mr. Hunt- 
inton remained for eight years, and, by 
January, 1916, had worked himself up to 
a responsible position. While he was 
with Lucius Beebe & Sons, Mr. Hunting- 
ton married and, like many others, soon 
felt the need for increasing his income 
materially. He had heard of Pace Insti­
tute and made inquiry concerning the 
work of the school. At first, he was 
unable to figure out how he could meet 
the expenses for tuition and texts, and, 
consequently, he delayed for two years 
beginning his study. In the meantime, 
as Mr. Huntington says, “My household 
expenses were constantly increasing, but 
my salary was not keeping up with them. 
In the summer of 1914, I decided that I 
would take a course in Accountancy and 
trust to luck to meet the tuition ex­
penses; so I made another call at the 
Institute and began my study of Semes­
ter A in September, 1914.”
Mr. Huntington soon decided to enter 
the public practice of Accountancy, and 
eventually secured a position with Edwin 
L. Pride & Company, Inc., public ac­
countants and auditors, Boston, as a 
junior accountant. Later, he went with 
D. B. Lewis & Company, certified public 
accountants, Boston, as a semi-senior, 
and soon worked himself up to a position 
as senior accountant on their staff. He 
remained with this firm for three and 
one-half years, doing a great deal of 
special tax work.
Speaking of his decision to get in 
practice for himself, Mr. Huntington 
says: “I decided to enter business for 
myself in September, 1921, and, on Octo­
ber first of the same year, opened an 
office for the practice of Accountancy at 
99 Chauncy Street, Boston. From the 
start, my business was satisfactory. A 
year later, I formed a partnership with 
Mr. J. S. Williams under the firm name 
of Huntington & Williams, certified pub­
lic accountants, with offices in the Little 
Building, 80 Boylston Street, Boston. 
The gratification I feel in having attained 
the goal of my ambition, formed at the 
time of my entering Semester A of Pace 
Institute, can not be expressed in words. 
I sincerely feel that Pace Institute made 
it possible for me to obtain an education 
that inspired me with the ambition to 
become a certified public accountant.”
Edward J. Neilson
ON May 19th, last, an able, vigorous young man—one of the most genial students in Pace Institute—ap­
parently in the best of health, was striken 
be a cerebral hemorrhage and answered 
the final roll-call. Edward J. Nielson 
was born on February 20, 1897, and 
was, therefore, slightly over 26 years old 
at the time of his death. He received 
his academic education in St. Raymond’s 
Parochial School, from which he gradu­
ated, and later he attended Wood’s Busi­
ness School. He entered the employ of 
the city of New York, and at the time of 
his death, was engaged in accounting 
work in the Department of Finance. 
He entered Pace Institute on October 
20, 1920, and at the time of his death was 
concluding, with an excellent record, his 
work in Semester E. Mr. Nielson, 
therefore, was measurably near the com­
pletion of his professional study, and was 
already well established in life.
In addition to his duties as an account­
ant and the burden of work that he 
carried as a student, Mr. Nielson took a 
prominent part in social and fraternal 
affairs. He was very active in the work 
of the Knights of Columbus, and at the 
time of his death, was Grand Knight of 
St. Raymond’s Council No. 811, of the 
Bronx. Immediately before his death 
he was preparing to attend the state con­
vention of the Knights of Columbus, to 
be held at Dunkirk, N. Y. It is believed 
that the heavy burden of his duties
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undermined his health and led to the 
sudden illness that caused his untimely 
death.
The teachers and students of Pace 
Institute, and especially the teachers and 
students of Class E3601, of which Mr. 
Nielson was a prominent member, share 
with Mr. Nielson’s family their feeling of 
shock and grief. It seems difficult to 
reconcile oneself to the fact that the life 
of this young man, so full of promise, has 
been cut short. It should be a great 
consolation to the members of his family 
and to his friends that he accomplished 
a great deal in his brief life, and devoted 
himself without limit to tasks that gave 
pleasure and benefit to his associates. 
We, the friends of Edward Nielson, will 
always think of him as a genial, helpful 
friend and an earnest student—a young 
man whose personality will linger as a 
delightful memory, whose example will 
spur us to renewed endeavor in self­
development and in human service.
THE Ohio Society of Certified Public Accountants and the College of Commerce and Journalism of the 
Ohio State University held a joint meet­
ing in the Library Building of the Uni­
versity at Columbus, Ohio, on June 1st 
and 2nd, last. The meeting afforded a 
unique opportunity for practicing ac­
countants and students to come together, 
and the highest ideals of practice were 
brought to the young men who are pre­
paring to enter Accountancy practice. 
If meetings of this kind were held in 
every city, incoming practitioners would 
early become acquainted with prac­
ticing accountants, and with the ethics 
and procedures of the profession—cer­
tainly a desirable end to attain.
On Friday evening, at 8:15, Professor
W. A. Paton, of the University of Michi­
gan, talked on the subject, “What is 
Income?” On Saturday, the addresses 
included “Organization for Accounting 
Control,” by Professor J. O. McKinsey, 
of the University of Chicago, who is also 
a member of the Chicago Accountancy 
firm of Frazer & Torbet. E. S. Bucha­
nan, vice-president of the Ohio National 
Bank, of Columbus, spoke on the subject
of “The Use of Accountants’ Reports for 
Credit Purposes.” S. C. Allyn, controller 
of the National Cash Register Company, 
of Dayton, Ohio, gave an address on 
“Budgetary Control and Accounting.” 
Mr. Homer S. Pace, member of the firm 
of Pace & Pace, New York, concluded 
the program on Saturday afternoon with 
a talk on “Tendencies in Accountancy.”
RANDOLPH & O’BRIEN, specialists 
in patents, trade-marks, and copyrights, 
announce the removal of their offices to 
15 Park Row, New York City.
WALWORTH INSTITUTE, the well- 
known shorthand and secretarial school, 
recently moved to new quarters at 280 
Madison Avenue, New York City.
ALBERT F. YOUNG, JR., C.P.A., is 
now engaged in the public practice of 
Accountancy, at 120 Broadway, New 
York City. Mr. Young is a graduate of 
Pace Institute, New York. He was for 
several years with Nestlé’s Food Com­
pany, New York City, serving, respec­
tively, as auditor, controller, and assist­
ant treasurer.
Day-school Division
Pace Institute, New York
The Fall Term will begin on
Wednesday, September 12, 1923, at 9:15 a.m.
Each Semester in the Day-school Division is twelve weeks in 
length. In addition to their study of Accountancy and Business Administra­
tion, students take supplementary field-trips to offices and factories of largest 
business organizations in the metropolitan district. They combine study with 
observation of practical business operations.
High-school and college graduates who desire to make intensive prepa­
ration for Accountancy and Business find the Day-school program of Pace 
Institute ideally suited to their needs.
For Day-school Bulletin and informative booklets, address the Registrar.
Pace Institute
30 Church Street New York City
